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1 || David K. Schneider (CSB 139288)
YUNKER & SCHNEIDER

2 {1655 West Broadway, Suite 1400
San Diego, California 92101
3 || Telephone: (619) 233-5500
Facsimile: (619) 233-5535
4 ||Email: dks@yslaw.com
5 || Attorneys for Defendants TRUMP UNIVERSITY, LLC and
DONALD J. TRUMP
6
7
8 UNITED STATES DISTRICT COURT
9 FOR THE SOUTHERN DISTRICT OF CALIFORNIA
10 [ TARLA MAKAEFF, BRANDON )  CaseNo. 10 CV 0940 CAB (WVG)
KELLER, ED OBERKROM, SONNY )
11 ||LOW, J.R. EVERETT and JOHN )
BROWN, on Behalf of Themselves and )
12 || All Others Similarly Situated, ) DECLARATION OF TROY
_ )  PETERSON
13 Plaintiffs, )
)
14 |jv. )
)
15 || TRUMP UNIVERSITY, LLC, (aka ) DATE: February 12,2013
Trump Entrepreneur Initiative, LLC, a ) TIME: 2:30 p.m.
16 || New York Limited Liability Company, ) CTRM: 2 — 4" Floor
DONALD J. TRUMP, and DOES 2 )
17 || through 50, inclusive, )
)
18 Defendants. )
)
19
20 I, Troy Peterson, declare:
21 1. I was a mentor for Trump University. I make this declaration of my own personal
22 || knowledge.
23 2. 1 have been involved in real estate for over 20 years, including 10 years as a real

24 || estate agent working for Coldwell Banker and other similar companies. I have also been a broker
25 || managing my own offices. In 2001, I started a company called Homeyeah.com, which was one of
26 || the first Internet based real estate companies. I also manage properties for HUD on a multi-state

27 ||level, working for one of their management marketing companies called Golden Feather Realty, one

28 |} of the first management marketing companies that took back contracts when HUD privatized in the
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1990s. In 2002, I became actively involved in investing in real estate and started buying and selling
properties, fixing up and rehabbing properties and working with income properties, mostly
residential.

3. I have been involved in thousands of real estate transactions totaling more than $50
million. Those transactions include rental deals, commercial deals, hotel casino transfers in Nevada,
water rights and farmland transfers in the deserts of California, residential subdivisions and
development projects, single-family homes, apartment building transfers, buy, fix-up and resale of
flip-type properties, wholesale strategies, which is buying and selling a property before you own it
(i.e., selling your rights on the contract), and short sales.

4, I became involved with Trump University in the Summer of 2008. I attended
segments of Trump University’s three-day program and am very familiar with the techniques that
were taught in the Trump University classroom. For example, I know Trump University taught
about foreclosure properties, cash flow, flipping, wholesaling, lease options, and other strategies.

5. I have personal experience with the techniques taught by Trump University and
worked with other Trump University mentors and instructors. The programs were tailored to
location, market conditions, feedback, and evolved over time. I personally know and spoke with
other Trump University instructors and mentors and worked with them. For example, a Trump
University team taught a program in Maryland. Before the program began, I was aware that
Maryland has some unique laws concerning foreclosure and pre-foreclosure. The Wall Street office
called me and we discussed the specific issues unique to Maryland that would be taught and sent the
team some special Maryland addenda to ensure that they were familiar with the laws. To my
knowledge, The team then taught the course according to the laws in the state of Maryland.

6. Over the course of a couple of years, [ would estimate that I mentored between 45
and 60 Trump University students.

7. The mentorships involved teaching many different strategies to students and each was
unique. Some people worked a full-time job, so they had only a few hours a week to dedicate to real
estate. Others had decided to go full bore and had nothing else to do, so they had more time. We

prepared customized plans and strategies to fit their individual schedules and goals. The students
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also had different ideas of what they wanted to do or accomplish. I always considered their goals
and time, and then we would build a strategy. With some students, we mixed and matched
strategies. For example, some students wanted to buy and fix and flip a property and then start
holding. Others wanted to purchase and hold properties. I mentored one student who already had
purchased a 12-unit apartment complex before we started the mentorship. He wanted help to
increase his income on his apartment building to make it more profitable, so we spent the better part
of the mentorship on this particular objective.

8. 1 always gave a lot of homework to people prior to meeting them in the field. I
instructed them on what types of properties they were looking for. 1 téught them to establish
contacts with real estate agents. I instructed them to talk to various hard money lenders. I instructed
them create a database of lenders and investors. I asked my students to screen properties, and I
taught them how to run the analysis on the properties that would match whatever strategy they were
looking for, whether it was short-term strategy or a long-term income producing strategy. We also
discussed the analysis together. Once they were comfortable with the approach, we would prepare
for the in-field work. Some people were ready in two weeks, others took several months. Then, I
would schedule to meet them for their in-field work.

9. I have mentored Trump University students from coast to coast. I have mentored
Trump University students in the buroughs of New York City, North Jersey, downtown Baltimore,
the suburbs of St. Louis and Northern and Southern California. I have also mentored students in
Texas, Georgia, and my home state of Florida.

10.  To prepare for out-of-state, in-field mentorships, I prepared in a variety of ways. I
collected market data about the city. 1identified trends using sites like Trulia. Also, Boards of
Realtors post market statistics. This allowed me to identit;y strategies I might recommend. For
example, a student interested in flipping properties in Buffalo, New York, might do best with a buy-
and-hold strategy to match the market. I tried to steer the student into strategies that fit their
business model, goals and market.

11.  Typically, the mentorship included six telephone calls of about an hour. Trump

University suggested that students use three of the calls before going into the field and three support
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calls afterwards. A lot of people took all six calls before they were ready for the in-field work, to
make sure their questions were answered and to increase their comfort level to a place where I knew
their field time would be productive. I never held students to only six sessions. I kept it open-ended,
and was available to talk until they were ready, and after the in-field work, I was always available
for more help. Once we got into the field, we did a lot of hands-on work. Typically, we met at 9:00
a.m. on the first day, which involved computer work and sometimes we would go into the field.
Usually, we got a list of properties that the student had obtained from their realtor or from their
prospecting or marketing efforts and we would screen the properties together. I would take them
through some exercises, we made phone calls together to sellers, real estate agents and potential
investors. The goal was to identify the best prospects and locate possible funding resources.

12.  1did not provide the student with a list of properties. I was not there to do the work
for them. The whole point was to teach them how to do it. If you hand the student a list of
properties, it is Basically the same as “giving them a fish.” You have to “teach them to fish,” not
“give them a fish.”

13.  If the student did not have a list of properties as I requested — and most did not — I
taught them how to locate properties and then we worked through the list together. We then drove
various neighborhoods and looked at different types of properties. We looked at different indicators
while out in the street, the condition of the properties and other factors to gauge whether the area
was suitable and decide what strategy would work best in that neighborhood. Sometimes we met
with realtors or sellers on the first day and looked at properties. The second day was often spent
exclusively looking at properties. Based on what properties qualified during the first day, we
scheduled appointments to meet with real estate agents and sellers, and ran numbers on some deals.
We often estimated the repair costs on properties, and I taught students how to gauge the repairs to
match the strategy they were using, whether it was a short-term or a long-term deal. Then we sat
down and ran more numbers to see whether the transaction made sense and was right for the student.
Many times, the third day ended up being a “calculator day.” Doing research, running numbers,

meeting with the realtors to structure offers, making sure that we had the right wording in the
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contracts to keep them protected should something go wrong. The third day often involved
structuring and making offers on property.

14. My personal goal was to get students to submit at least one offer before I left their
presence. | wanted to be there with them when they wrote the offer. I made many offers with
students I mentored and some of those offers were accepted. However, some did not have the
resources or just were not prepared to make offers.

15. Several of my students made money. A couple of examples include: Cheryl Collins
from Warwick, Long Island. She flipped a few properties and made about $30,000. I worked with
her in the field for several days in her neighborhood, including meeting with the
realtor/lender/investor team we put together. Another was Charles Lee in North New Jersey. He
purchased a broperty that we looked at together in Passaic. It was single-family home in a blue
collar neighborhood. We spoke many times even-after the mentorship. In fact, he had some
problems with the transaction, and I helped him go back and re-negotiate with the bank to get the
price reduced. He wound up getting the property at a considerable discount. He also bought a
second property that we had looked at together. He rehabbed it, and put it back on the market.

16. Different students had different resources. Some did not have money to work with,
while others had millions in cash. I tried to structure plans to fit each student’s needs, goals and
resources.

17. After each in-field mentorship, I continued to be available and involved with my
students. I left the door open for them. Some people continued to call me, in fact I still get emails
from former students with questions or updates on their real estate business. Others, I never heard
from again.

18.  The mentorships were all informational, educational, experiential, and training.
There was absolutely no selling at all ever. I never attempted to sell students I mentored anything at
any time.

19.  Trump University requested that students fill out evaluations. I was asked to submit
evaluations with the final paperwork to get paid. I asked each student to fill them out and to be

honest. I asked them to let me know if they were not happy with something, but also, I told them
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that they were welcome to let only Trump University know if they had an issue. I never asked
anyone to give me specific numbers or scoring. I never attempted to influence evaluations. The
general feedback I got from my students was always very positive.

20. My interaction with Tarla Makaeff began in 2009 after Trump University called to let
me know that she needed some additional coaching. They said she was struggling with some of the
numbers and asked that I help her with six to twelve sessions. Ms. Makaeff and I scheduled a couple
of sessions, and I explained numerous concepts and ran numbers with her. I recall that she had
difficulty focusing on a particular strategy. She was not good at keeping our scheduled coaching
sessions. She often had things come up, and she would not take the call at the appointed time. Then
she would call a few days later with something that she needed immediate help on. This business
requires students to follow certain steps and procedures, She did not follow the steps or process, and
I'told her so. She then stopped returning my calls. I did meet her at a Trump University event in
Marina del Rey. She got particularly mad at me when I told her my concern. I always felt that as a
me;ltor and a trainer, it is my duty to tell people the truth. One of the things I told her was that she
really needed to make it a priority to spend time with her coach and to quit cancelling and pushing
appointments off.

21. Trump University asked me to mentor Joann Everett and her husband or partner.
They were nice people. Initially, they had been assigned to somebody else as a mentor but
apparently never completed it. Trump University called me to let me know I would be their new
mentor. Ms. Everett and I spoke for about a year. She and her husband live in Tampa, which is
practically my back yard, so I was excited about doing the mentorship so close to my home in
Orlando. Tampa is only an hour and half away from Orlando. I am very familiar with both markets.
There is only one MLS for Orlando and Tampa. She was a broker and was looking for ways to re-
start her business. She did some of the initial homework but then not much. I made several
suggestions to her such as placing ads on Craig’s List to reach out to realtors for certain types of
properties. I suggested that she activate her license with the MLS under the Thompson Broker Rule
so she did not have to pay the Board membership fees, which was a concern of hers. 1 also put her in

contact with an attorney in Boca Raton, who handled loan modifications. She or her husband had
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been a mortgage broker before the market all turned, and they had a large database of people who
were in trouble with their mortgage. So, we saw that as a potential for her to develop an income
stream. She told me she needed to make some money, and through my contact, she did a couple bf
modifications and earned commissions. They tried to pay me a fee, but I felt that was a conflict of
interest to take payment from them when I was supposed to be training her. I sent that money back
to the attorney and told them to pay her directly. It was something that I did as a mentor to help get
her some income based on her desired goals and available resources. "

22.  After Ms. Everett rescheduled and postponed her mentorship for many months,
Ms. Everett and I finally scheduled the in-field portion of her mentorship for February 2011. The
closer we got to the date, the more nervous she became. Ultimately, she cancelled it. Ireceived a
call from Trump University letting me know that she did not want to do her mentorship any more. 1
called Ms. Everett her and she assured me that it had nothing to do with me but that they just did not
want to do their mentorship.

1 declare under penalty of perjury under the laws of the United States that the foregoing is

true and correct and that this declaration was executed by me on , 2012, at

Orlando, Florida.

Troy on
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1 | David K. Schneider (CSB 139288)
YUNKER & SCHNEIDER
2 || 655 West Broadway, Suite 1400
San Diego, California 92101
3 || Telephone: (619) 233-5500
Facsimile: (619)233-5535
4 || Email: dks@yslaw.com
5 || Attorneys for Defendants TRUMP UNIVERSITY, LLC and
DONALD J. TRUMP
6
7
8 UNITED STATES DISTRICT COURT
9 FOR THE SOUTHERN DISTRICT OF CALIFORNIA
10 || TARLA MAKAEFF, BRANDON )  CaseNo. 10 CV 0940 CAB (WVG)
KELLER, ED OBERKROM, SONNY )
11 ||LOW, J.R. EVERETT and JOHN )
BROWN, on Behalf of Themselves and )
12 |} All Others Similarly Situated, )
)  DECLARATION OF JOHNNY
13 Plaintiffs, ) HORTON
)
14 ||v. )
)
15 || TRUMP UNIVERSITY, LLC, (aka )
Trump Entrepreneur Initiative, LLC, a )  DATE: February 12,2013
16 || New York Limited Liability Company, ) TIME: 2:30 p.m.
DONALD J. TRUMP, and DOES 2 )  CTRM: 2— 4" Floor
17 || through 50, inclusive, )
)
18 Defendants. )
)
19
20 1, Johnny Horton, declare:
21 1. I worked as an independent contractor for Trump University, mentoring students
22 || about real estate and investing. I have personal knowledge of the facts stated herein.
23 2. I began my real estate investment career after I went through a series of trainings
24 || through a company called Russ Whitney. Iinvested in distressed properties, where I would get them
25 |l under contract at a significant discount. I passed those on to investors who wanted to hold the
26 || properties as rentals, or rehab and resell them, or sell the contract on an assignment basis. I also
27 || handled quite a few rentals. At one time, I owned and managed 64 rental units. I have also handled
28 || quite a few buy, fix and flip properties. Ihave extensive experience in wholesaling, residential rents,
1 Case No. 10 CV 0940 CAB (WVG)
DECLARATION OF JOHNNY HORTON

DEXx. 28, Page 429



Case 3:13-cv-02519-GPC-WVG Document 49-5 Filed 09/22/14 Page 11 of 32

O 0 N N AW N =

NN RN ON NN N
® I 8T R BRERYB g =3I a3 = 2

notes (creating, buying and brokering) and hard money lending. There are not many things in the
real estate investment world that I have not done or been involved with over the years. I would
estimate that I have handled over 150 real estate transactions.

3. 1 began as a Trump University instructor in approximately 2008. The Trump
University mentorship program consisted of several parts. First, prior to going out into the field with
the student, I spent considerable time on the phone with students for two, three, or four weeks,
learning about their background, experience, real estate intentions, resources, goals and discussing
different strategies that may be appropriate for their individual goals. I also helped them get up to
speed on real estate investing. I gave them homework to do in preparation for the in-field work and
some legwork to accomplish before I arrived in their market. Next, I spent three Adays with each
student in the field, one-on-one, helping them to get their business started or take it to another level,
if they already were an investor. Each mentorship was tailored and unique and depended in large
part on each student’s “starting position,” desires, goals and abilities. Third, I was available for the
remainder of the 12-month period by telephone, email and fax to help coach them through deals and
answer any questions as they came up. Some students called to ask questions or for advice or help,
and others did not.

4, I mentored between 30 and 50 students over about a two year period, and at any given
time I mentored between six to ten students.

5. The mentorships were not just in my home state of Texas. I flew to many cities and
mentored students in the New England area, Florida, California and Washington. Before going into
any market with a student, I learned about the market by talking to other mentors who had worked
those areas to get a better understanding of the market. I also contacted realtors and investors in the
area, to get up to speed on the market. I also had the student do some legwork to gather information
to help them understand the market.

6. It was important for the student to do some of the legwork. It was my job to teach
them how to work in that market, but they also needed to be knowledgeable about the market and

have a good working knowledge of what was going on there since this is where they would conduct

their business.
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7. Each mentorship was different and based on many factors, including personality
types, goals, resources, time constraints, and work ethic. Some people wanted to get wealthy, some
simply wanted to add a little extra income. Some were able to work in real estate as a full-time
business, some could work in real estate only part-time, so it depended on the situation of each
student. Some wanted to own rentals, some wanted to buy properties and hold them, some wanted to
buy, fix them up and resell them. Some were interested in doing wholesale deals. Some wanted to
assign contracts on properties. Each mentorship depended on what the student wanted to do. Ona
few occasions, students wanted a mentorship out of my area of expertise. For example, one student
expressed an interest in commercial properties. Since that was not one of my strong suits, I
recommended that student to another Trump University mentor who had a stronger background,
more experience, and was more knowledgeable in commercial properties.

8. Although each mentorship was different, the structure had some similarities. My
usual approach to a mentorship was to have three to five telephone sessions with each student before
the one-on-one in-field work. Typically, the phone conversations would last 30 minutes to an hour.
We discussed the student’s goals, intentions, interests, resources, level of commitment and related
background, experience and personal issues. We also discussed real estate strategies and options and
tried to select areas that fit each student’s goals and abilities. For example, if a student was
interested in wholesaling, I would train them about strategies, techniques and approaches specific to
wholesaling. If a student was interested in rentals, then we discussed different aspects of buying
properties at a deep enough discount to make sure they would have cash flow and how to calculate
cash flow. We did a lot of the initial work over the phone so that when I met with the student on-
site, we went in the field, start looking for prdperties that had potential, and did everything we could
to get offers in place while we were working in the field together.

9. The field work varied, depending on the student’s goals. Sometimes, it consisted of
working with realtors on site to show us listings that might have possibilities. We drove through
many neighborhoods to get familiar with the types of properties that the student wanted to own. 1t
was important to teach practical tips how to make contacts and get contact information depending on

the type of investment strategy each wanted. Some students were more comfortable than others
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initiating these contacts. Those who already had those skill sets did not need much help in that area,
others needed more “hand-holding.” On some occasions, we visited title companies, to get the
student familiar with working with title companies. I had some students contact traditional lenders,
hard money lenders and mortgage brokers, to become familiar with financing options. Again, some
students knew how to do some of these things, and others did not. Each mentorship was tailored to
the needs, skill set and abilities of each student.

10.  Often during the mentorships, the student, with my assistance, would make offers on
properties. Some offers were accepted, and some were not. .

11.  Several of my students made money in real estate utilizing Trump University
techniques, and information and methods we discussed during the mentorship. For example, a
student named Jason Sanders in San Francisco was interested in buying, rehabbing and reselling
properties. He also had some interest in wholesaling properties and contracts. Jason was very
attentive, aggressive and willing to learn. He made money using Trump University’s techniques.
Jason is still in the real estate business, doing very well, and very happy with it. It has been three or
four years since I finished my field work with Jason, but I still keep in touch with him. He calls me
from time to time when he has an issue to discuss or questions, and I still provide guidance and
advice for him, free of charge. Ihad another student in the Carmel area of California who I worked
with to buy many properties. The biggest challenge with him was teaching him to leverage his
money. I think we got four offers in place, and two of those offers were accepted. He remodeled the
properties, got them resold and made reasonable profits on those properties of between $15,000 and
$40,000 per property.

12.  Itried to make each of my mentorships a real-world experience by covering a lot of
information, including a lot of training, and the experience of working on actual deals. Inever sold
anything additional to my students, nor did I attempt to do so.

13.  After each mentorship, students were asked to fill out evaluations. I provided each
student with the evaluation form after we had completed the mentorship and asked them to please fill
it out. Ialso gave them an envelope and asked them to put it in the envelope, seal it and mail it to

Trump University’s office in New York. My preference was to get the postage on the envelope and
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ride with them to the post office to make sure it got mailed to Trump University. However, I did not
watch them fill out the evaluation nor sit with them while they were filling it out. I never suggested
how anyone should complete their evaluation.

14, Trump University compensated me only after each in-field mentorship was
completed. Trump University followed up with the students to make sure that they were satisfied. If
a student was not satisfied, I was asked to go back to the student to see what else they wanted or
needed. Once the student was satisfied, then I was paid. There were very few instances where
students were not satisfied with their mentorship with me.

15.  Iattended a Trump University three-day seminar in Ft. Worth. I found the course to
be effective and full of valuable information. I thought it was done well, very professional, with
much more information than could be absorbed in that short period of time. That is why there was a
real need for more specialized training and mentorships later. Based on my inany conversations
with President Michael Sexton and other mentors and instructors, and my own personal attendance
at a Trump University program, the techniques I taught in my mentorship were the same that Trump
University taught in the classroom.

16. I am a firm believer in mentorships. I purchased a mentorship when I started my
business, and I would not do it any other way. One of the things I always tried to teach in the Trump
University mentorships was for the student to take the initiative and have confidence in doing the
deals. After all, it’s their own business. They must “take the steering wheel and drive the car.”
Neither a mentor nor anyone at Trump University can do the business for the student. The student is
the entrepreneur with a business to build, so absolutely, they must take control.

17.  No one at Trump University ever limited the number of hours that I was supposed to
spend with each student or mentee. In fact, a typical mentorship consisted of spending four to six
hours with the student on the telephone prior to meeting them in the field. Once “in the field,” we
worked eight to ten, maybe even 12 hour days in some cases for three consecutive days. Then, I had
follow-up calls for weeks, months, and sometimes years after the in-field work. I would estimate

that I averaged 30-40 hours with each student.
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18.  In general, I remember the feedback from my students as very positive. I do not
remember having any student that had a negative experience with their mentorship. A few students
may have made a comment or two as to what they wish we could have done if we had more time or
wish we could have done differently, etc., but those were minor issues. If I could add to or enhance
a mentorship to help the student get what they felt they needed, that’s what I did.

I declare under penalty of perjury according to the laws of the United States that the

foregoing is true and correct and that this declaration was executed by me in ,)4 ML //0 ,

Texas.

Dated: /0 [22/ 2072

/J ohnny Horty ’
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IN THE UNITED STATES DISTRICT COURT FOR THE
FOR THE SOUTHERN DISTRICT OF CALIFORNIA

TARLA MAKAEFF, BRANDON KELLER,

ED OBERKROM, and PATRICIA MURPHY,
on behalf of Themselves and All
Others Similarly Situated,

Plaintiffs,

Vs. No. 10 CV 0940 CAB

TRUMP UNIVERSITY, LLC, (aka Trump
Entrepreneur Initiative) a New
York Limited Liability Company,
DONALD J. TRUMP, and DOES 1
through 50, inclusive,
Defendants.
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***CONF IDENT FAL***

(WG)

VIDEOTAPED DEPOSITION OF TARLA MAKAEFF

VOLUME 1V

El Segundo, California

Monday, February 10, 2014

Reported By:
Jeanese Johnson, CSR No. 11635, CLR
Job 70664
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Page 739
Geller, Rudman & Dowd for Plaintiff Makaeff.

MS. MARTIN: Jill Martin for
defendant and counter-claimant.

THE VIDEOGRAPHER: Thank you.

Will the court reporter please swear
the witness.

THE COURT REPORTER: Please raise
your right hand.

Do you solemnly state the testimony
you will give during this deposition proceeding
will be the truth, the whole truth, and nothing
but the truth?

THE WITNESS: Yes, 1 do.

THE COURT REPORTER: Thank you.

EXAMINATION BY
MS. MARTIN:
Q. Good morning, Ms. Makaeff.
A. Good morning.
Q. Have you taken any drugs not
prescribed to you in the last 24 hours?
A. No, I have not.
Q. Were you taking any drugs not

prescribed to you at the time of your previous

TSG Reporting - Worldwide  (877) 702-9580
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Page 746
agencies. 1 had to write to Citibank. And
nobody was listening to me, so | needed some help
in the amount of volume of work that I was doing
in help researching legal code.

Q. Did you do research of legal code
before writing the letter to Bank of America?

A. Yes, i1t was simultaneously to writing
this letter.

Q. And was it your understanding that
Walter was also doing legal research?

A. Yes.

Q. When was the last time you spoke with
Walter Grieves?

A. 1t"s been several years.

Q. Can you give me an approximate year
when the last time was you spoke with him?

A. Probably it"s either 2010, 2011.
Definitely not within the last couple years.

Q. Do you know where Walter Grieves
currently lives?

A. 1 know he lives In Venice,
California.

Q. Do you know his address?

A. No, I don"t.

Q. Do you know his current phone number?

TSG Reporting - Worldwide (877) 702-9580
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Page 752
A. How would I call the police about
something that involves government entities that
you"re usually supposed to the DA? 1 didn"t call
the police. | went to the district general and
to the attorney general to complain. That"s a
version of police, a higher version.
Q. At the time you wrote your letter,
you knew that Trump University did not commit the
crime of grand larceny; correct?

MS. ECK: Objection. Assumes facts
not In evidence. Misstates the witness"s
testimony.

THE WITNESS: No. I believed that
they did commit that crime.

BY MS. MARTIN:

Q. Did you do any legal research about
the terms '"'grand larceny'?

A. 1"m not sure 1T 1t"s iIn the legal
code. I would have to look.

Q. Did you do any research about the
terms ''grand larceny'?

A. 1 jJust answered your question.

Q. You told me you"re not sure iIf It"s
in the legal code. That"s not answering my

question.
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Page 763

Q. Tarla, let me just -- let me just cut
you off. If you"ll just answer my questions this
will move a lot faster.

A. But I1It"s not --

Q. Did you think they sole your identity
by open a credit card for you?

A. Yes, I did. 1 did.

Q. And when you thought they stole your
identity, did you -- what did you do?

A. 1 don"t know what you mean.

Q. Well, 1f I thought my identity was
stolen, 1 would do something, so what did you do?

A. Well, here"s the thing. When I was
involved in a lot of this I didn"t understand
what 1 was doing until after the fact. 1 was
brainwashed by a lot of this nonsense so I didn"t
do anything at the time. | thought these people
were there to help me. 1 thought they were --
they“"re all -- their reverse psychology, am I
good enough for their program, they were duping
me. None of this even occurred to me that they
didn"t have my greater benefit In mind.

So -- so I didn"t do anything

initially for a long time until the DA sent me a

letter on June 18, 2009, and I realized the

TSG Reporting - Worldwide (877) 702-9580
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gravity of all this stuff and | started putting
pieces together and realized what had happened to
me. When you®"re in the midst of something and iIn
the midst of being duped you don*t always realize
that you"re being duped.

Q. Okay. Did you realize when were you
on the phone with HSBC that they had used your
financial information to open a credit card?

A. | didn"t know what happening. AIll I
knew 1s that one minute I didn"t have a credit
card, the next minute I did, and they told me not
to worry about the payment. That"s all 1 knew
that was happening. | had just been worn down
for three hours by highly manipulative and
persuasive people that brainwash you. |1 mean,
there®s no other way for me to put i1t.

Q. And i1t"s your belief that Trump
University sole your identity; correct?

A. 1 said Trump University Coaching.

Q. So Trump University, you acknowledge
that Trump University did not steal your
identity?

MS. ECK: Objection. Misstates the
withess®"s testimony.
THE WITNESS: In this particular

TSG Reporting - Worldwide (877) 702-9580
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Page 769
felt like | had a good grasp on the terms, and |
didn"t think 1t would make sense to Incur an
additional amount to speak with him when 1
thought 1 had already -- 1 felt like | had looked
up legal code and what 1 was saying was correct
to my knowledge.

These were private letters to the
banks. They weren"t posted anywhere. It"s
between me and the bank, and 1t was explaining to
them what happened because 1In order for them to
listen, 1 had to un -- relay to them the
seriousness of the matter.

Q. So you felt you needed to accuse
Trump University of felonies in order to convey
the seriousness of the matter; correct?

A. No.

MS. ECK: Objection. Misstates the
witness®"s testimony. Assumes facts not iIn
evidence.

Go ahead.

THE WITNESS: No, I didn"t feel 1 had
to accuse them of crimes in order to get heard.

I accused them of those crimes because they
committed them.
///
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CERTIFICATE

STATE OF CALIFORNIA )
) ss.:
COUNTY OF LOS ANGELES )

I, JEANESE JOHNSON, a Certified Shorthand
Reporter, within and for the State of California, do
hereby certify:

That TARLA MAKAEFF, the witness whose
deposition is hereinbefore set forth, was duly sworn
by me and that such deposition is a true record of the
testimony given by such witness.

I further certify that 1 am not related to
any of the parties to this action by blood or
marriage; and that I am In no way iInterested in the
outcome of this matter.

IN WITNESS WHEREOF, 1 have hereunto set my
hand this 21st day of February, 2014.

JEANESE JOHNSON, CSR No. 11635

Certified LiveNote Reporter
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Location of Event: mlaml } F!

1. Please rate this seminar on the following criteria:

Unsatisfactory < > Excellent
Quality of the presentation 1 2 3 4 5 )
Relevance of the topics covered 1 2 3 4 5
Usefulness of the information 1 2 3 4
Quality of the instructor 1 2 <) 4 5

2 What did you like the most about the seminar?

Tricks advise  Fhot Yhe  aveay vt 18 ot aware A4
OPPOH\\I’” ‘\'G M\AW‘)U([K ‘f"‘ \:‘\’»\-\f\\ '\_}/\AJ/ havt .H.L SaML

Ve {Y\l\ { es{’f
3. What would you suggest we improve about the seminar?

More C{‘ J(em

4. What topics would you like to see covered in future Trump University seminars?

5. Would you attend another Trump University seminar? EK{es ] No
8.  Would you recommend Trump University seminars to a friend? @/Yes [ No

7. How could Trump University help you to meet your goals?

Onhe ~ G- Une

8. Would you like a Trump University representative contact you [z/
regarding upcoming programs and special events? Yes [] No
If Yes: \'J[anuq wom QUQ:Z’

J,z;wﬁmwme—ww% 454 -s47. 748

Email Phone
uen(ll‘b(m\ Suu,ﬂ @)\J\\V\L\,\ AN
CONFIDENTIAL

TU 26156
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MP

UNIVERSITY

Trump Profit Lab

Training Date: April 9-11, 2010 Training Location: Philadelphia, PA

Speaker: Billy Cannon
Team: Michael Hinson, Erica May, April Neumann

Name (optional): RObQ/‘f' Ma f%gjlﬂé 7(’,/\/7
Email (optional): W}-& 77 :@ Qfﬂ”ﬁt I'[ [ (/0“’7

tr { aa

Phone: Q_@OL_B_‘? o b;’gg?

My Real Estate experience: w Beginner [] Intermediate [] Expert

Please rate this training on the following criteria:

Unsatisfactory <

Quality of the presentation 1 2 3 4

1 2 3 4

Relevance of the topics covered ’ 67
1 2 3 4 _ (3 9

Usefulness qf the information

Billy Cannon exceeded my expectations as a
subject matter expert who presented the
material clearly 100

Michael Hinson was friendly, professional, 1 2 3 : 5
approachable, and helped me answer my
questions, ; : - T £y

P J i
Erica May was friendly, professional, 1 2 @ 4 Yo s
approachable, and helped me answer my L o
questions, il i 0 SEEL I S A

April Neumann was friendly, professional, 1 2 3 @ 5
approachable, and helped me answer my
questions,

-Please turn over and complete reverse side-

CONFIDENTIAL
TU 43891
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1. Why did you come to this event? IA")LQ{\& f_e—d [q 6‘6 COn1 ¢+ /l I8

an cn\veitpr.

2. Did you leamn what ou expected at this event? Please elaborate. M[/ Ch M o’
'ﬂwi\t YPcoded, Y whs oyPlcting a4 2= dd S
LN cg F,o:wa.e/ se |l wef and ypP Lolling Pdieopeon s
& UPr bed.

3. What did you 61ke best about this event? F/ﬂ r {J\[/ l ;( /[{9 Woﬁ/ﬁ’f\E
G oAl e [N Gfr A

)

4. Please provide any suggestions for how we can further improve this event.

5.i | Would you attend another Trump Profit Lab? ¥] YES [INO
6.  Would you recommend the Trump Profit Lab to a friend? g YES [INo
7. Which topic are you most interested in seeing Trump' University cover? (Choose only one)
| ] How to Make Money on the Internet
% Entrepreneurship
[ Tax Liens
8. What is your preferred learning environment?
gj One-on-One _ [J Bus Tours

[ ] Small Group [ ] Classroom

Signature

s KA
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“TRUMP

Entrepreneur Initiative

TRUMP ENTREPRENEUR EXPO

Training Date: July 10-11, 2010 Training Location: Atlanta, GA
Master of Ceremonies: Fred Rewey
Instructors: Keith Sperry / Adam Gims / ins / Scott Schillin:

Team: Ryan Lotman, Noah Harris, Justin Sshith, Page Sadlier, April Neumann

Name {optional): &M__/fmﬂr}zz o
Email (optional): _/} (O lot+2 S (7] (D7

Phone: - -0 o S

My Real Estate expericnce: E}éginncr [ Intermediate [] Expert

>

Unsatisfactory <€

Quality of the presentation 1 2 3 4

Relevance of the topics covered 1 2 3 4

Usefulness of the information 1

FRED REWEY exceeded my expectations as a 1 2 3 4
subject matter expert who presented the material
clearly

KEITH SPERRY exceeded my expectations as a I 2 3 4
subject matter expert who presented the material
clearly

ADAM GINSBERG exceeded my expectations as 1 2 3 4
a subject matter expert who presented the material
clearly

SAEN HIGGINS exceeded my expectations as a 1 2 3 4
subject matter expert who presented the material

clearly

SCOTT SCHILLING exceeded my expectations 1 2 3 4
as a subject matter expert who presented the
material clearly

RYAN LOTMAN was friendly, professional, 1 2 3 4
approachable, and helped me answer my
questions.

NOAH HARRIS was friendly, professional, 1 2 3 4
approachable, and helped me answer my
questions.

JUSTIN SMITH was friendly, professional, 1 2 3 4
approachable, and helped me answer my
questions.

PAGE SADLIER was friendly, professional, 1 2 3 4
approachable, and helped me answer my
questions.

APRIL NEUMANN was friendly, professional, ) 2
approachable, and helped me answer my CONFIDENTIAL

questions.

Excellent

@ @ @ @ O oo

W

3
g

4

TU 47531
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1. Why did you come to this event? b =

fmﬁ_auuy A e s

4. Please provide any suggestions for how we can further improve this event. é’-.‘.ab

5. Would you attend another Trump Expo? [CiXES JnNo
6. Would you recommend the Trump Expo to a friend? [rEs [Ino

7. Which topic are you most interested in seeing Trump Entrepreneur Initiative cover?
(Choose only one)

] How to Make Money on the Internet
%treprcnemship
[J Tax Liens

8 What is your preferred learning environment?

%e—on-One [CJ Bus Tours

(] Small Group (] Classroom

e

L ~ Signature
CONFIDENTIAL
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TRUMP

UNIVERSITY

Trump Profit Lab
Training Date: April 30-May 2, 201 Training Location: New York, NY
Speaker: Billy Cannon

Team: Michael Hinson Ryan Lotman, Gillian Birnie, April Neumann

Name (optional): /% c A_,é é// S )_AS_QE:/(_ S
Email (optional): 74? 9, A Zi Fs.ﬂa @ D/ D\Y- fg&g_k_‘!\)L

Phone: ) i
My Real Estate experience: E{ginner {7 Intermediate [] Expert

Please rate this training on the following criteria:

Unsatisfactory — <€— — Excellent
Quality of the presentation 1 2 3 4 @
Relevance of the topics covered 1 2 3 4 5
Usefulness of the information 1 2 3 4

~ ’_\\\

Billy Cannon exceeded my expectations as a 1 2 3 4 s
subject matter expert who presented the /
material clearly -
Michael Hinson was friendly, professional, 1 2 3 4 C D
approachable, and helped me answer my ’
questions.
Ryan Lotman was friendly, professional, 1 2 3 4 5
approachable, and helped me answer my
questions.

Gillian Birnie was friendly, professional,
approachable, and helped me answer my
questions.

April Neumann was friendly, professional,
approachable, and helped me answer my
questions.

-Please turn oveé' 6%%?“?‘%\[””” side-
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1. Whydid d you come to this event? }" p ﬂL) OS5I / DO 7 fy
R jﬁ%—t/’m 8, Q’__i 'j7‘> _
WA IS AT il WY - = S

2. Did you learn what you expected at this event? Please elaborate.

%,M~AWYZLWW

Y%

3. What did you like best about this event? _

)/ - o
HllzR Ml }’\/ (f: !\?7 ’%Z

IUJ W "’b‘ s ?ﬁi\ﬂ’“ YUCM J
4. Ple?e?r‘gﬁ&ejzg SU;QtSth;S ;or how we er im ve thls event -

—
K\

5. Would you attend another Trump Profit Lab? E’( [(JNO

6. Would you recommend the Trump Profit Lab to a friend? D}és / [nNo

7. Which topic are you most interested in seemg Trunp University cover? (Choose only one)

B Flow >
How to Make Money on the Internet -

J Entrepreneurshlp
ax Liens
8. Whatis your preferred learning environment?
@aﬁon-Ome + { [C] BusTours — Z\B
[] Small Group [] Classtoom + " p

MJW | 2

gnature
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